Tabasco Company 


Peter E. Schmidt 
Region Sales Manager 
700 Bursca Dr., Ste. 705 
Bridgeville. PA 15017 

December 30, 1997 


TO; Tim Swoope, DM’s and RM’s 
RE: 1998 Pittsburgh Recognition Program 

Ladies & Gentlemen: 

A meeting was conducted at the Pittsburgh Region office on 12/23/97 to discuss the 1998 
Recognition Program. It was attended by a representative sample of Division Managers, Retail 
Managers, Sales Representatives, Retail Representatives and myself. 

The overall feeling was very' strong to continue the recognition program and build on a 
successful 1997. The following is a recap of suggestions that were made that will be 
incorporated into the book, or are observations/recommendations we intend to use w f hen rolling 
the program out for 1998. 

1. Insure “Awards Booklet” is given as pan of new employee packet. 

2. “Recognition” is the driving force behind the program. All participants felt money is not 
always the best motivator. Suggestions to make others aware of and reward good work 
include: 

“On the Spot” awards should include a short congratulatory letter from immediate 
manager, with a copy to other reps in the division. (E-mail) 

Voice mail is a powerful tool to motivate. VM’s from “higher up” management is 
very exciting and motivating. 

Chain accounts should award retail reps through their retail manager for good 
chain work. 

Some reps have gotten retailers involved with goal setting and resulting 
recognition awards. 

Time off (No Bull 5 Contest) and merchandise awards from brand management is 
very meaningful. 
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Receiving a voice mail or letter of recognition from outside the region is very 
motivational. 

Everyone must believe in and "live" the program. This develops both a team and 
competitive atmosphere which is healthy and fun. 

3. Some specific recommendations for the various awards are as follows: 

On the Spot : Be consistent in the dollar amounts given for outstanding 
accomplishments, in order to be consistent across the region. If we agree on $50 
once per month per SR and RR, we must stick to it. Reps should communicate to 
managers regarding work well done. 

Quarter Ender Award : Add Winston to the other SOM categories. Send a mid¬ 
quarter update to let everyone know how they are doing. The award money can 
be used for a party or gifts. Expand the newsletter to really “hype it up” and make 
it a “big deal.” 

MVP Award : Publish the criteria, i.e., SOM, call count, coverage, product 
availability, selling co-existence, sales per day. etc., to give SR and RR a better 
understanding. 

Team Player Award : Award should remain more subjective, i.e., mentoring, 
extra time on their own (SR), best practices at meetings, volunteering to cover 
open assignments, interaction with other reps, positive attitude, etc. Team player 
nominees from each sales and retail division should be voted on by their peers in 
the division since it is a “player" aw'ard. 

Category Advisor of the Year : Stay the same, except be as objective in the 
criteria as possible. 

Rookie of the Year : Timing was agreed to be that a new sales rep or retail rep 
must have completed 12 months by December 1 of the award year, and be 
evaluated for the work done during the first 12 months only. 

Division of the Year : Certificates will be given to all the members of the 
division, not just the DM or RM. The award should be combined for sales and 
retail to foster the team concept. 

RJR Award : Stay the same, except give signed certificate versus plaque. 
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Other miscellaneous discussion touched on the following suggestions: 

Make the ROU recognition more formal at the meeting, and use newsletter to 
cite accomplishments during the year. 

Framed, signed certificates have more meaning to recipients than plaques. 

Continue to look for award alternatives vs. money, i.e.. RJR stock certificates, 
regional trips, etc. 

Pictures taken for year-end video at annual meeting need to be standardized. 

Also, if we can get the Audio Video Department from Winston-Salem to help us 
put it together (Test - Tim S.), we would have a more finished product. 

DM’s and RM’s should get quotes from SR’s and RR's as to the effectiveness of 
the program, so that I may send them to Tim Swoope for use with other regions. 

All agreed that the “awareness” of the program should be emphasized at division 
meetings, mid quarter updates, newsletter enhancement, and goals established at 
evaluation sit downs for achieving recognition awards. 

The Pittsburgh Recognition program is successful because it is one that all SR’s and RR’s can 
participate in. In 1996. our first year, most took a “wait and see” attitude: but now all believe it 
works because it is a program for the people, by the people, that embraces a very simple premise. 
“Find the good, recognize it, and most often, you’ll get back more of the good to recognize.” 

Please take a moment to send back your comments on anything additional we need to add/change 
for our 1998 Recognition Program. Once we get the ‘98 SIAP program, we intend to re-send 
the entire package to all S/R’s and R/R’s. 

Sincerely, 

P. E. Schmidt, RSM 
lah 

cc RAM’s 

Dave Wilmesher 
Bob Dobrowolski 
JeffJandes 
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